





You can sell LEE’S 


With a clear conscience! 


¢ When you sell LEE’S, you 
PLEASE! They’re quality all the 
way through. LEAKPROOF — 
individually proved by tests with 
air-pressure under water. Made 
from smooth-cored castings, de- 
signed to provide full flow with 
minimum restriction All threads 
are accurately machined and 
gaged to insure a perfect fit with 
the pipe. All fittings meet stand- 
ard A.NS.I. B16.15. 


Com Write for name of your nearest 
LEE Sales Representative 


Send for latest catalog. 


The Fourth Dimension Member 
of LEE is 5) 
Quality ! 
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" SPEED UP PRODUCTION! 


cuts by putting spare motors to use for multiple drilling, 
sanding, grinding operations, or in tight places. 


Precision ball bearings * Quality cores and rubber- 
covered, oil resistant or D & A metal cases * Capacities 
from % to 3 HP, speeds up to 3,400 RPM 


Or get Stow complete Flexible Shaft Machines for your 
production line. 


Send for Catalog 63 on STOW Flexible Shaft Machines, 
Flexible Tool & Power.Shafts. 


STOW MANUFACTURING CO. 
Dept. W1, 5 Shear St., Binghamton, N. Y. 13902 “o> 
Please send me your Catalog 63 on Stow Flexible Shaft ans 
Machines, Flexible Tool & Power Shafts. 
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ID Article Index— 


January to 
June, 1970 


NEW IDEAS FOR MANAGEMENT 


OUTLOOK '70: SUPPLIERS BUDGET FOR 7.94% SALES SURGE 

Indications suggest distributors can look to a 5-6% sales jump and record 
year. Report includes product-by-product forecasts by manufacturers in 15 
categories. 

IMPORTS, EXPORTS: WHAT DOES WASHINGTON SAY? 
As follow-up to ID's feature on imports (Dec.'69, p47), Secretary of Com- 

merce Maurice Stans answers ID questions garnered from talks with dis- 

tributors. 

WHEN SUPPLIER IS JUST OUT BACK, “QUICK SERVICE”’ TAKES ON MEANING January 66 
That's what J.N. Fauver & Co., Madison Heights, Mich., has discovered in 

sharing its new warehouse with Hydro-Line, air hydraulic cylinder mfr. 

“TO SELL MORE EQUIPMENT, TRAIN MORE USERS” 
That's the simple but profitable maxim held by Stone Supply, Houston, where 
customer training’s in high gear after $250,000 expansion. 

LT PRODUCTS BOLTS INTO THE '70S 
Ohio fastener specialist christens new 30,000-sq. ft. warehouse with two-day 

open house. 

24th ANNUAL SURVEY: DISTRIBUTORS HIT RECORD $14 BILLION IN '69 

Where were the gains made in 1969, and what's predicted for '70? Questions 

are answered in ID's roundup of distributor operating results. Also do-it-your- 

self checklists by region and type of firm. 

“| STARTED WITH 208-sq. ft., $100 NAD LOTS OF PROMISE . .. .""....:cscsscsseeseerens March 67 
18-months later, Electric Tool & Supply, Phoenix, was housed in 2,100 sq. ft. 

of floor space, with a lot more than $100 in the bank. 

“THE NO. 1 ITEM OF BUSINESS IS INVENTORY” 
ID interviews Ransom P. Hall; recently appointed director of branch oper- 
ations by 112-branch Bearings, Inc. 

NINE STEPS TO FISCAL BUDGETING AND LONG RANGE FORECASTING 
“Looking ahead”’ is often considered a luxury rather than a necessity. By- 
lined article by Tulsa distributor points out reverse is true. 

“INDUSTRY CAN'T AFFORD TO DEAL WITH JUST ANY TOM, DICK OR HARRY” 
That's the opinion of Bearing Headquarter’s Frank Timble, whose ‘‘exclusive”’ 
$1.3 million PT/B system contract with Con-Can has convinced him that dis- 
tributors must become more sophisticated. 

40% OF THEIR ORDERS ARE “‘SPECIALS’’—IT’S A GAS(KET)! 
Enterprising distributor Paul Heims, Helms Industrial Supply, Phoenix, de- 
cided customers shouldn't wait longer than ‘‘now'’ when they want a gasket. 
So he went into making his own dies for gaskets and seals. 

HOW TO CONDUCT A BETTER SALES MEETING 

Are your sales meetings dreary, yawn-provoking time wasters? Or do they hit 
the mark for interest, enthusiasm? Canadian distributor finds that planning, 
and involvement turn the trick. 

ARE YOU FLUNKING HUMAN RELATIONS? 
Pro outlines 13 rules for improving personnel management in family-held 
businesses. 

HOW MUCH DOES IT REALLY COST TO EXPAND? 
Detroit PT pro Jim Murray takes a look at some of the indirect costs of busi- 
ness expansion. 

ANALYZE YOUR PROFITS NOW—OR GO BROKE! 
Management consultant defines profitability concept and how to apply it in 
distribution. 

HOW EFFICIENT IS YOUR WAREHOUSE? 
Special warehouse audit checklist, based on four cases, compares present 
and improved methods of receiving, storage, layout, picking, packing and 
shipping. Use it to measure your own material handling. 


January 49 





February 56 








Marck. 33 























IDEAS FOR SALESMEN 


FIBERGLASS PIPE LEADS TO DITCHLESS PIPE-LAYING 
Art Cornell, PVF specialist salesman for Republic Supply, Long Beach, Calif., 
lands order for 1,200 ft. of fiberglass pipe and keeps an oil company ‘‘above 
water,"’ underground. 

PUMP, SPRINKLING SYSTEM SAVES SLAUGHTERHOUSE 

Bob Soule, salesman for Industrial Supply, Tampa, steps in to solve a water 
pollution problem. 

HOME-ON-WHEELS TAKES TO WOODS AS WELL AS SALES BEAT 

Playing role of ‘‘captive audience”’ is a pleasure for Quality Mill Supply cus- 
tomers, who talk business and sports in firm's $12,000 motor home. 

METRO SALES SEMINAR TACKLES TECHNIQUES—FOR A CHANGE 

Products got left behind when salesmen at Metropolitan Supply, Montebello, 
Calif., retreated for six-day session on ‘Sales Sonics’’—the philosophy and 
psychology of selling. 





INDUSTRIAL DISTRIBUTION 
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ID Article Index— 


January to 
June, 1970 
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IDEAS FOR SALESMEN 


FIBERGLASS PIPE LEADS TO DITCHLESS PIPE-LAYING 
Art Cornell, PVF specialist salesman for Republic Supply, Long Beach, Calif., 
lands order for 1,200 ft. of fiberglass pipe and keeps an oil company ‘‘above 
water,"’ underground. 

PUMP, SPRINKLING SYSTEM SAVES SLAUGHTERHOUSE 

Bob Soule, salesman for Industrial Supply, Tampa, steps in to solve a water 
pollution problem. 

HOME-ON-WHEELS TAKES TO WOODS AS WELL AS SALES BEAT 

Playing role of ‘‘captive audience”’ is a pleasure for Quality Mill Supply cus- 
tomers, who talk business and sports in firm's $12,000 motor home. 

METRO SALES SEMINAR TACKLES TECHNIQUES—FOR A CHANGE 

Products got left behind when salesmen at Metropolitan Supply, Montebello, 
Calif., retreated for six-day session on ‘Sales Sonics’’—the philosophy and 
psychology of selling. 





INDUSTRIAL DISTRIBUTION 





“WE ALWAYS KNOW WHERE THE ACTION IS” 
Six simple reports help N. Smith Belting (Toronto) salesmen peg their own 
forecasts, performance, and potential. 





COMPUTER OPERATIONS 


TELEPROCESSING MAKES THREE LOCATIONS ‘ONE BIG WAREHOUSE” February 49 
Faster expediting and automated inventory control are only two benefits of 

computer network linking Van Waters & Rogers’ Seattle, San Francisco and 

Los Angeles offices and warehouses. 

NEW ENGLAND MEETING WHIRLS ON SUBJECT OF EDP March 117 
Annual Hartford session spotlights data processing, with service bureau pro, 

consultant and distributor covering EDP specifics. 


COMPUTERS IN DISTRIBUTION 
Should you install a computer, or use a service bureau? The decision can be 
answered only after studying your operation and needs. Special 26-page re- 
port offers guidelines on methods and machines. Includes seven case studies 
and directory of EDP hardware. 








SALES PROMOTION 


THEIR NEW “BRANCH” HAS EIGHT WHEELS, HITS 70 MPH February 52 
On verge of building new branch, Hope Rubber swerved to super delivery plan 

built around two vans operating out of headquarters. Result: saved one-third 

cost of new facility, doubled sales. 

DODGE-NEWARK'S SALES CONTEST: COLOR IT GREEN... February 59 
New Jersey PT distributor turns to Green Stamps in sales incentive program 

to boost bearing orders. The payoff: 87 new accounts, a 30% sales jump, 
and—everyone wins. 

CUSTQMER’S ORDER/ DRAFT KAYOES SMALL ORDER PROBLEMS February 67 
Combined form cuts out cash and invoices on orders under $100 for Ten- 

nessee Eastman and its suppliers. 

TEK’S AMO KAYOES SMALL ORDER CRISIS. April 59 
Seeking escape from burgeoning paperwork, TEK Bearing has created a five- 

part AMO form (‘Accelerated Maintenance Order'’) that promises to shoot 

down costly small order process. 

YOUR ANNUAL AD BUDGET: MOD MONEY OR MAD MONEY? 
Neither. How to set up realistic promotion budget, using 1.5% of gross sales 
as guideline. 








GENERAL 


“EVERY FREEDOM, EVERY INSTITUTION YOU LOVE ISAT STAKE. . .” January 68 
George Wilson, v.p.-gen. mgr., Paul Roberts Steel-Industrial Supplies, Poca- 

tello, Idaho, writes to his son at Harvard University shortly after a ‘‘student 
confrontation."’ 

AFTER 30 YEARS, “‘HOME”’ DIDN'T LOOK SO GOOD ANY MORE... .--February 54 
Fed up with Chicago and a “‘saturated’’ market, Lee Supply & Tool follow d 

movement of industry to the suburbs, setting up shop in an industrial park 

adjacent to huge O'Hare Airport. 

THEY STARTED DEPARTMENTALIZING IN 1905 March 64 
Divide and prosper has been the motto at R.B. Dunning, Bangor, Me., where 

four product depts. operate independently under 72,500-sq. ft. roof. 

ID PROFILE: “IT’S NOT THAT WE DON'T WANT TO EXPAND. . .”’.......00csceecesessees March 71 
Industrial Supplies of Manchester (N.H.) believes customers put more stock in 

service and dependability than in a computer. 

THE “SILENT MAJORITY” SPEAKS UP ON “EVERY FREEDOM. . ."’........sscsseeseeee March 75 
Letters from the Class of '73 at Columbia, distributors and manufacturers 

show strong reaction to George Wilson’s letter. ° 

SYSTEMS SELLING, FORECASTING, RECRUITING SHARE TOP BILLING AT SIDA .March 93 
Provocative mid-year meeting at Miami Beach hears talks on systems selling, 

national contracts; and forecasting and recruiting methods. 

TECHNICAL TRENDS: RESEARCH, DESIGN, MATERIALS, PROCESSES ... 

Disposable containers combat pollution; Detroit expresses willingness to de- 

sign engines for lead-free gas—oil companies unhappy; scientists look at seat 

of human-troubles; slotless screws thwart Australian thieves; metric system 

gets new boost. 

ID PROFILE: HE’S GOT HIS HEAD IN THE CLOUDS 

This service- and growth-conscious Chicago power transmission distributor is 

likely to snort at the notion you've got to have your feet solidly planted on the 

ground to succeed. 

McGRAW-HILL SURVEY OF TECHNOLOGICAL BREAKTHROUGHS (1970-2075) .....May 192 
WHO SAYS IT’S A MAN'S WORLD! June 79 
Not these two fastener femmes—Ethel Hanks covers south Boston for New- 

ark-based Foster & Co.; while Renee Hahn operates her own firm in Middle- 

town, N.Y. 

ENGINEERED APPLICATION: TAPPING OUT A SOLUTION TO TOOLING PROBLEM.June 85 
Glesener-Marwedel's Cecil Ainsworth applies taps to keep customer's produc- 

tion line running, at marked savings. 











EDITORIALS 


What's Your Solution? January 47 
What's so attractive about the supply business?. February 47 
Old Fashioned? Yes. March 51 
What's your batting ? April 51 


The case for Ro al (a true story) May 49 
Wage tenle? June 49 
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Thousands of Dillon 
dynamometers are 
now in use... thousands 
more will be sold! 


A product with proven potential. 
Customers know it. Customers ask for it. 


etalihad ln that has countess applctons in 
instal ats, is, scons,_ ilar Fees 


ued Wie avert py EE GI 


Model AN 

A heavy-duty, precision, traction type instrument including 
shackles and pins. Measures tension, torque = ie ge 
Direct readings in pounds. Lightweight. Portable. 13 
capacities from 0-500 Ibs. to 0-100,000 Ibs. Choice of 5” 
or 10” dial. Certified accuracy. 


Model ANC 

For test 

requirements 

of the highest 
accuracy peg 

full 

range). plea iow cost 
test results on a par 
with commercial labs. 
Many of the same 
outstanding features 
and capacities as 
Model AN 
Dynamometer. 


With Control Switch 


All Dillon Dynamometers are 
available with Adjustable Control 
Switch or Overload Signal Alarm. 


‘Write Dept. 000-00 
14620-00 Keswick Street, Van Nuys, California 91407 


CIRCLE 127 ON READER SERVICECARD 127 








XUM 




















° x 
. 
7 . ©. ; 
# £ : 
7 & ors _ a 
uy : PN ewan tee 7 ; : 
: - : 
; : - . 
: te ; 
: . ae : ; ; 
1 z , pone th : 
7 ar 7 £, - 
id aos . 
© 3 = . . 1 . « 
= © 
: : : ; F i 
‘ om 
‘ . . ; ; a 
- = ics . 
Se 7 2 7 4 ; . 
nae . 
e ‘ : : ‘ : 
: rf 
# : . . . . 
7 : ; ; . 
7 “ . : a 
= = ‘ ’ - ~ o 
a a . 7 a . ; | 
* i . 2 2 igiee eee ES ra _ — aa =-+ SS i a ee eee ie Ss a Es eet en a 
: ra sare 7 + or e - 
7 7 . © . ;, ‘J ‘ 
- = a - , - 
7 . ry ‘ 4 . : x a - _ ee a 
: aot —— + . 1 : A 7 re 
. ; : : i 7 ig eu n 
> ie 2 7 : ; « a 24 i . 





ID Article Index—July to December, 1970 


IDEAS FOR MANAGEMENT 


“BEING SMALL CAN BE AN ADVANTAGE—IF YOU MAKE IT ONE” 

Small North Carolina PVF specialist relates experiences of his first year in the 

distribution business. 

THREE RICHMOND DISTRIBUTOR MOVES MAKE FOUR WITH NEW QUARTERS July 63 
THERE’S NOTHING LIKE HAVING TELEPHONES THAT WORK! .....00....... ee ceceeeeees August 54 
Boston fluid power specialist Engineering Sales Corp. (ENSACO) challenges 

“Ma Bell’’ and comes up with the right number in a row over the use of pri 

vate phone equipment. 

GOT A BEEF ABOUT SUPPLIERS? YOU'RE NOT ALONE 
Results of ID survey reveal how distributors rate manufacturers in key areas 
of support. 

COMPENSATION FOR SALESMEN: HOW TO HARNESS MONEY POWER 

Four part special opens with a dissertation on the topic by a pair of spe 
cialists in the field, followed by an ID survey of how salesmen are paid na 
tionwide. Part Ill and IV are studies of two types of compensation: the 
commission and the salary. 

THIS SERVICE BUREAU IS RUN BY DISTRIBUTORS 

Distronics Corp., two-year-old distributor-owned service bureau, is pre- 
Paring to open branches to relieve pressure on its Cherry Hill, N. J. head- 
quarters. Already it enjoys nationwide demand for its computer services. 


DISTRIBUTION’S NEWEST CHAIN: NOT LONE STAR FOR LONG 
Dallas-based Burgess Industries combines Geo. J. Fix, Hubelco, and Co- 
lossus-Midland into well-rounded marketing force that capitalizes on in 
dustry’s need for systems and specialization. Here's the inside story on 
eight-branch Burgess Power Equipment Group. 
WHAT IT TAKES TO SELL BIG-CITY CONTRACTORS 
The customer seldom plans ahead, has five jobs going at once, buys in 
huge volume and wants lowest price—servicing him profitably is chal- 
lenge this Bronx distributor meets daily. 
“WE FOUND OUR FUTURE IN FORKLIFTS” 
Rushmore & Weber, Latham, N. Y., deals almost exclusively in forklift 

equipment (85% of its volume). As a distributor operation. “it's a differ- 

ent proposition."’ Here's why. 

NIDA-SIDA HARVARD CLASS OF '70 “‘Jarts”’ ITS COURSE FOR FUTURE 

Photo roundup highlights distributors’ three-week management course. 

PLUGGING PROFIT LEAKS 51 
Economics are forcing changes in the distributor's way of doing 
business, not the least of which is institution of minimum orders and 
service charges. Here’s a look at the industry picture, followed by 
cases on four firms who have found ways to maximize profits. 
COMPENSATING DISTRIBUTOR SALESMEN: A HERETIC’S VIEW 
Here’s why you should have a salary-only compensation plan—plus 
six ways to make it pay. 

NOBODY BEEFS ABOUT BENEFITS AT BOSSERT 
Kansas City firm's employee benefits program was launched ten years 
ago and is still evolving. Next move: matching fund savings? 





August 56 


September 51 





October 53 











November 63 





DISTRIBUTOR PROFILES 


“AFTER 17 YEARS, WE'VE ONLY SCRATCHED THE SURFACE. 
Fluid, power pro Mal Haven of Livingston & Haven, Char'eston, S. C., dis 
cusses his field's development since 1947, offering insight into distribution's 
burgeoning specialty. 
ART TWILLEY HORSES AROUND. 

. . four to be exact, carrying this Seattle distributor's colors at top West 
Coast tracks. 
“WE'RE ALWAYS LOOKING FOR TROUBLE” 
Nashville bearing specialist goes out of its way to create ‘‘customer de- 
pendence," in the field and across the counter where business ranges 
from sewage plants to go-carts. 
CY PERKINS STEPS DOWN AS NORFOLK’S VICE MAYOR 
It's back to Henry Walke Co. helm full-time, as ex-SIDA head closes 14- 
year political career. 





August 64 





October 63 








ADVERTISING AND SALES PROMOTION 


“OUR CATALOG IS OUR ONLY OUTSIDE SALESMAN” 
So boasts Danny Kahn, whose ‘‘supermarket"’ approach to industrial dis 
tribution has parlayed Production Tool Supply, Warren, Mich., into a $7-mil- 
lion-plus business. 





DECEMBER 1970 


PITFALLS OF INTRODUCING A NEW PRODUCT August 58 
Hazards of developing and marketing a new item are analyzed from dis- 
tributor-supplier viewpoints. 

TRAVELLING DEMO GETS GREEN LIGHT AT GARRETT 
It's sort of like putting your catalog on wheels, says R. L. Daniels of Gar- 
rett Industrial Supply, Los Angeles—only it gets the story across better 
than a catalog could. 

HE’S SOLD GN SALES CONTESTS 
M. W. Lewis III of Lewis Industrial Supply. Louisville, Ky., says there's 
more to setting up an effective sales-incentive contest than meets the 
eye. Even seiecting the prizes can be a problem—but it pays. 
BRIGGS-WEAVER GOES JET SET FOR CHI SHOW 
Dallas distributor turns host to 500 with special package plan for 
machine too! show. . 














GENERAL INTEREST 


ON THE CARE AND FEEDING OF PALLETS July 52 
Pallets are only as good as the man using them; and having employees skill- 

ful in handling lift trucks is not the only requirement. Here are ‘‘don’ts”’ for 

efficient palletizing 

“OUTSIDE SALES COORDINATOR” —DISTRIBUTION’S NEWEST PRO 

New job function at Shively Bros., Flint, Mich.. opens intriguing new pros 

pects for rendering greater service to customers and tightening sales depart 

ment work routines. 





KIEFABER DRIVE-IN WINDOW KEEPS ‘‘WILL-CALL"’ CUSTOMERS MOVING 
Avoid waiting—phone in and pick up. That's the message this Dayton dis 
tributor has conveyed in establishing a drive-in service for efficient ‘‘will-call"’ 
operation. 


THEY “SCREEN” INCOMING STOCK—WITH P.R.1.D.E 

That's the acronym Hardware Wholesalers, Ft. Wayne. has for: Priority Re 
ceiving with Inter-Department Efficiency. using visual display terminal-to 
computer hookup for coniral 


HOUR METERS SPARK NEW EFFICIENCY 
At Forklifts, Inc., Camp Hill, Pa. lift truck distributor, elapsed-time indicators 
on service equipment are telling management many things which had to be 
guessed at before. 


SUPERMARKET STRATEGIES LIFT LANGLEY’S SALES 
“Try it before you buy it,"’ might be the motto of Langley Corp., a mate- 
rials handling specialist of Medford, Mass. Another might be, “All mer 
chandise ready to go.” 


August 51 





August 61 








VISITING FRENCHMEN IMPRESSED BY AMERICAN COUNTERPARTS 
French fluid power specialist describes “innovations” observed during 
recent U. S. tour 





ARE YOU VULNERABLE TO UNIONIZATION? 
Unions are victorious in 56% of their attempts to organize dis- 
tributor employees. Consultant outlines reasons for their success, 
which go beyond company size, location, money and morale. Con- 
cludes with checklist. 


DATA-PHONE: ALIVE AND SWELL AT RARITAN SUPPLY.. 

With customers ripe for innovation, Data-Phone is electronic key to more 
profitable sales. That was the thinking at this New Jersey PVF firm when 
it installed D-P eight years ago—and it still holds 


ENGINEERED APPLICATIONS 


West Coast pro keeps tooling solution on tap July 70 
Spuds or sportswear, storage demands k h 

Pump and shelving specialists score 
Pi Tape measures moon rocket 














EDITORIALS 


Cause for worry? 
Careful! Your age is sh 
“It turns me on” 
Let’s stay in step 
“Our swirling economy. . . good, bad or indifferent? 
He who laughs. 























